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Many professionals and businesses 
worry about staying ahead of the 

competition, but there are solid 

reasons why it’s even more 

important to stay ahead of your 
clients / customers. If you want to 

charge more for your services, build 

long-term relationships and assert 

your position as a trusted advisor, it’s 

important that your clients see that 
you are one step ahead of them. 

 

Specific benefits include: 

 

1: Your first meetings will be 

more compelling: you win trust 

and credibility by showing 

prospective customers what’s 

around the corner. 

 

2: Your fees / prices will be 

higher. You can overcome pricing 

objections by referencing the risks 

of not hiring someone like you. 

 

3: You are more likely be re-hired 

/ extended by existing customers, 

who see you as an integral part of 

their future strategy. 

 

I saw this vividly illustrated during 

July by working with a coaching 

client who works in technology. 

He had a fresh opportunity with a 

new client and was keen to win 

the contract. As we prepared for 

his first meeting with his 

customer, it became obvious that 

— while his technical expertise 

was interesting from a quality 

perspective — this did not spell 

the necessary vital reason for that 

customer to buy. 

 

He needed to do some research 

prior to his meeting: what might 

happen to an organisation that 

ignored this expertise? He found 

the answer readily enough: via a 

horror story from a competitor, 

where a director of operations 

had recently been fired due to 

reliability failures. So he made his 

meeting with the customer about 

reliability, not about quality. He 

arrived equipped with some 

numbers. He talked about how 

the future would be different to 

the past. His contract starts this 

month. 

 

Taken together, the above 

reasons are compelling. But there 

is another intangible benefit 

which, for many professionals, 

proves even more exhilarating.  

 

Simply put, when you are a step 

ahead of your clients, professional 

life becomes more fun and 

engaging. You negotiate with fresh 

clarity and confidence. You are 

less anxious about first meetings. 

You know your value in the 

marketplace. 

 

For these reasons, the entire 

VCO autumn schedule features 

events that put you ahead of your 

clients. 
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About the Author 

John Niland is best-known as a 

conference speaker on doing 

higher value work and creating 

more opportunity via better 

conversations. His passion is 

energising people: boosting 

growth through higher energy 

levels, that in turn leads to better 

dialogue and business growth. 

 

Since 2000, John has been 

coaching others to achieve 

success, with a particular passion 

for supporting professionals “who 

wish to contribute rather than 

just to win, and hence do higher 

value work via better 

conversations with clients and 

colleagues”. 

 

In parallel, John is one of the co-

founders of the European Forum 

of Independent Professionals, 

following twelve years of coaching 

>550 professionals to create 

more value in their work. Author 

of The Courage to Ask (together 

with Kate Daly), Hidden Value and 

100 Tips to Find Time.  

 

Co-ordinates 

Tel:  

Belgium (0032) 32 2 201 1121 

London: +44 (0) 845 644 3407 

Email: john@vco-global.com 

Web: www.johnniland.com/about/ 

John Niland 

Staying ahead of your 

customers 
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Important Notice 
© Copyright 2018, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright 

law and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons 

– such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss 

howsoever occurring as a consequence of 

any action which you take, or action which 

you choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a 

substitute for obtaining specific 

professional advice and no representation 

or warranty, expressed or implied, is made 

as to its accuracy or completeness. Any 

hyperlinks in the article were correct at 

the time this article was published but may 

have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant primarily 

within the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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